222   Sickness in Small Scale Industrial Sector
Inspite of the assistance to the sector from the state
governments through their respective Directorates of Industries
and other agencies like the SFCs, SISIs, SIDCs, sickness in the
sector did not show any decline, in addition, there were certain
subsidy schemes such as the engineer entrepreneur schemes,
interest subsidy schemes, margin money schemes which might
have prompted the starting of non-viable small-scale indus-
trial units.
No doubt the constitution of nodal agencies in the DICs
in each district might have helped in getting clearance from
various authorities to commence commercial production in
small-scale units without much delay. As the persons posted
in it were from the same department they were not as helpful
as expected. For instance, the incentive and promotional
programmes of the government were a stimulating to many of
the middle class and the educated unemployed who cculd not
prepare project reports as per the requirements of financial
agencies which resulted in delay in the sanctioning of loans.
This led to cost escalation which continued to threaten their
financial position. Indeed, a more helpful attitude of the
bureaucracy could have solved them.
Delayed payment by government and large-scale indus-
trial units against purchases from small-scale units aggravated
the problem of finance and accelerated their sickness. As against
this, suppliers of raw-materials and stores to small-scale units
demanded cash payments on account of which their short-term
liquidity was jeopardised.
In the matter of allotment of controlled raw-materials,
large-scale units were favoured by the government at the cost
of small-scale ones. With a view to shutting out competition
large-scale suppliers denied indigenous raw-materials to
small-scale units. Therefore, small entrepreneurs had to divert
more of their time and energy to raw-materials and their
procurement from production. As a result, product standardi-
sation was not achieved which created marketing problems.
Small-scale industrial units lacked their own sales net
work. Consequently marketing became a major problem.
They sold their products to other organisations who marketed